FOKEIGK AKD DOMESTIC COMMERCE	343
reputation of the customer has been established. Yet
few local firms can operate on this basis. Before the
War, most British, American, and other foreign houses
depended on the credit information gathered by the
Schirnillfeng credit-reporting agency and by German
banks. The German prewar policy of granting long
credit, frequently from six to nine months and in the
case of agricultural machinery from a year to two years,
was possible through the instrumentality of the German
financing houses which discounted promptly the notes of
German customers. While it was the banks rather than
the manufacturers which granted long credit, the effect
was the same as far as foreign competitors were con-
cerned. Prior to 1914, British and American banks were
not interested in long credits, therefore their national
customers were confronted with the alternative of assum-
ing the risks themselves, of using the facilities of German
banks which they largely did, or of neglecting the Turk-
ish market entirely. That Germany was unwise in
adopting a too liberal credit policy seems fairly well
established. Not only did she induce her customers to
overstock, but also many open accounts in behalf of
her nationals will remain open for generations to come.
Those foreign firms which had had unfortunate ex-
periences, or had heard of unfortunate experiences m
connection with Levantine trade, have become duly wary,
And it must be confessed that there have been and are
numerous examples of sharp dealing. Still it is not f air
to condemn all trading firms, for in Turkey as elsewhere
there are honest business men and others. Proper
caution should be exercised. Many European and Ameri-
can companies have become too easily discouraged, fre-
quently because of their ill-fortune resulting from ^asual
methods in the choice of an agent or in their f allure to
accord him the support which he needs and has the right
to expect. Their travelling representatives have been

